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7 “CREATING DEMAND” 
Main Points
(1) Advertising: i.e., “It is your top tool for creating demand.” p2 ***E.G.: “Give it 50 to 60 percent of your marketing resources.” p2. ***IMP.: “It is the best way to reach and affect masses of people quickly with a controlled message and level of exposure.” p2.
(2) Promotions: i.e., “It involves customer or public participation warrant 20 to 30 percent of your marketing resources.” p2. ***E.G., “Sponsor events like a retail open house or a jazz festival.” p2. ***IMP., “You can also “ride along” in someone else’s promotion, such as renting booth space at a fair or trade show.” p3.
(3) Publicity: i.e., “It should get 5 to 10 percent of your marketing resources. Though it is “free” media exposure, you can’t control how or when the media cover you.” p2. ***E.G., “The best approach is to develop visibility by sending the media regular press releases with favorable information on your business, or by becoming a source for reporters on your field.” p2. ***IMP., “Don’t rely on the media for positive coverage – you’ll end up disappointed.” p2. 

Action Steps
(1) Create Product/Service Differences: “To gain an advantage over the competition, your product or service should differ in at least one significant way from theirs.” p3
(2) Appeal to “Power-Wants”: “They are the strong, inherent – and subconscious – motivating forces behind all purchase decisions. They’re what people of any age, sex, or socioeconomic type really want and expect to attain when they make a purchase. Induce people to want what you sell with marketing that links your product/service to one or more power-wants.” p3.
(3) Widen Appeal: “One of the best ways to create demand is to make your product or service appeal to a wider range of buyers. That means getting away from the current obsession with regular consumers and how thinly you can slice down and market to the core (“we target twenty-four-year-old female office workers who go out to dance at night”).” p5.

Most Useful Point
Create Product/Service Differences: “To gain an advantage over the competition, your product or service should differ in at least one significant way from theirs.” p3
1[image: ]
image1.jpeg
..




